
State of Proposals 2022
Data-backed strategies to dominate 
your deals from propose to close.



The trends shaping the future of closing are right here. 

Ever wonder what happens to a business proposal after it’s sent? 
You’re not alone.

In a world where business is done online and almost everything is 
trackable, there’s a noticeable lack of information, data, and insight 
around the closing stages of the sales process. It’s a black box.

At Proposify, we’re changing that.

In this report, we dig into the data behind the 1,026,891 business 
proposals sent through our software in 2021 and present actionable 
insights you can apply immediately and see results.

If you’re looking for tactics to give your closing process an edge  
in 2022, you’ll find them here.

Welcome to Proposify’s third annual State of Proposals.
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Proposal Structure & Design
Thoughtful proposal design isn’t a nice-to-have. It’s essential to closing deals.

Creating
How to build the foundation for your deal closing process.

Sending
Proposals that get to prospects faster, close faster.

Tracking & Following Up
Unlock the black box around what happens to a deal after a proposal is sent.

Pricing, Discounting, & Negotiating
Data-driven strategies behind the most important part of your business proposals.

Closing
Discover the one closing tactic that can 4x your close rate.
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“My prospect wants a proposal. Now what?” If you’ve ever found yourself 
asking this question, you’re not alone. Even for a veteran closer, creating  
a winning proposal can seem like a daunting task, especially if there’s  
a ready-to-sign buyer waiting on you.

The truth is, the best proposals aren’t complicated documents. They’re 
concise, persuasive, and follow a logical structure. And once you’ve nailed 
down the specifics, you can preserve the 80% of the document that won’t 
change and swap out the 20% to make it specific to each new deal.

There’s a formula for creating winning proposals. We analyzed every 
document sent through our system to find it. Along the way, we determined 
that well-designed and organized proposals aren’t just a nice-to-have, 
they’re critical to impressing your buyers and closing more deals. Here’s 
exactly how to structure your proposal to make it irresistible to your buyers.

Proposal Structure 
and Design
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The data about proposal length is clear. Shorter documents perform 
better. Close rates follow a clear trend when analyzed by document 
length: as the page count goes up, the close rate goes down.

It’s tempting to pack your proposal with every scrap of intel you 
uncovered during the sales process in the hopes that at least one will 
help seal the deal. This is the wrong approach. 

Instead, select the most relevant insights about the business 
challenges your prospect is up against, map them to the solution 
you’re offering, and bundle it in a concise, persuasive pitch about 
why they should choose to work with you over the competition.

Winning proposals are 
short & sweet.

Shorten your business proposals.

Proposals are summaries of your discovery. Keep them 
short, convincing, and organized into sections so they’re 
easy to read for busy decision makers.

11 Pages
7 Sections

On average, 
a winning proposal 
contains 11 pages 
organized into 
7 sections.
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Just like a good narrative, a great proposal is organized and follows  
a logical structure. It tells a story that is designed to convince potential 
clients and captivate them to the very last page—the one where  
they sign. 

Every proposal will be different, and there will be differences 
depending on the company, industry, deal size, and the product or 
service in question. But most proposals follow a similar framework. 
These seven popular sections provide a general overview of what  
to include and how to structure your business proposals.

The 7 must-have sections 
you need in your closing docs.

They say never judge a book by its cover. But 
they don’t say that about sales proposals. Your 
cover page doesn’t need to be flashy, but it 
must be well-designed and include important 
details like the client name, your name and 
contact info, and the date submitted.

A good executive summary isn’t a summary of 
your whole proposal; it’s a summary of why your 
prospect should choose you over the competition. 
It needs to be persuasive, focused on the benefits 
of your company/product/service, and aimed to 
sell decision makers on your solution.

1. Cover Page 2. Executive Summary

How does your company solve your prospect’s 
pain in ways your competitors can’t? Outline 
your unique approach and explain why your 
solution makes you the winning choice.

Add some humanity to your proposals by putting 
faces to names! Introduce key members of your 
leadership team, company founders, and team 
members who will be working with your new 
clients on their project.

3. Approach/Solution 4. About Us/Our Team

What’s your new client actually getting from 
you? Use this section to explain the scope and 
details of the product/service your company 
provides and is recommending.

Now we’re getting down to brass tacks. How 
much is this going to cost? List and describe all 
the project fees, taxes, discounts, and optional 
extras here. We recommend naming this section 
Your Investment as it helps remind potential 
buyers of the investment they’re making in their 
business.

5. Deliverables 6. Pricing

Close with confidence by including clear, up-
to-date T&Cs and a place for your new client 
to esign and make it official. Get used to the 
sound of that closer’s bell ringing.

7. Terms and Conditions/Sign Off

Social proof from a client who’s experienced 
success with your solution can go a long way in 
helping get your buyer over the line in the closing 
stages of the deal.

Bonus Section : Case Studies
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Proposals with images perform better than their plain text, black-
and-white counterparts. Documents that contain images are more 
successful in both their likelihood to close (72% more likely), and  
how fast they close (20% faster).

Proposals are far more than paperwork. They’re all the work you’ve 
done in the sales process so far rolled into a compelling, impressive, 
persuasive document. Your proposal needs to do the heavy lifting  
for you when you’re not in the room, or when it’s presented to 
decision makers you may not have met.

Investing in proposal design pays off. When deciding which images  
to include in your proposals, think headshots that introduce your 
team, product shots to show off what you sell, infographics or charts 
to illustrate your services. Also, take inspiration from your company’s 
website. A proposal is an extension of your brand, and should  
reflect your aesthetic.

Proposals with images 
close at a higher rate.

72%
Adding images to your proposal can 
increase close rates by up to 72%. 
Proposals with images also close 
20% faster. The average winning 
proposal contains 13 images.

Proposals with images stand out. 
Proposals that stand out close deals.

Investing in proposal design and incorporating visual 
content in your sales docs can help you stand out from 
the competition, quickly communicate value to decision 
makers, and increase your deal close rate.
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The use of video in the sales cycle isn’t confined to prospecting and 
other top-of-funnel activities. It can have a massive impact at the close, 
too. Proposal videos allow sales reps to add essential context to the  
deal, and quickly and clearly explain why pricing is the way it is.

When your champion inevitably shares your proposal internally, video 
ensures your voice is present in every single conversation about the 
deal. Your champion will love you because you’re explaining the  
proposal for them. Busy decision makers and buying committees will  
love you because you can demonstrate how you’ll solve the problem in  
5 minutes, asynchronously, instead of 30 minutes over a scheduled call. 

Video is quickly becoming a critical part of the closing process. In 2021, 
there was a 40.5% year-over-year increase in the use of proposal video. 
This is up from a 31% YOY increase in 2020. Despite this increase, 
however, only 21% of all proposals contain video. As sales reps look for 
creative ways to engage potential buyers and get deals over line, there’s 
still time for you to capitalize on this strategy now to help your deals 
stand out.

Lights, camera, close: 
video in proposals

41%
Adding a video to your proposal can 
increase close rates by up to 41%. 
Video drives 56% higher proposal 
engagement and helps close your 
deal 26% faster.

If you want to close deals in 2022, include video 
in your sales docs.

• Introduce yourself, great speaking with you so far.
• Summarize key problems you’ve identified.
• Tie each problem to your solution.
• Outline next steps such as signing and kick-off.
• Thank you. Looking forward to working together.
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Use this format to record a short, personalized video  
for your next proposal:



Let’s face it—creating proposals ain’t exactly the highlight of the sales 
cycle for reps. But creating winning sales proposals doesn’t need to be 
a chore. In fact, the best proposals borrow heavily from existing content. 
That is, if you have the correct process in place.

At Proposify, we’re big advocates of the proposal template. Templates 
are a compilation of the sections that stay the same from proposal to 
proposal. They act as the base for your closing process by ensuring the 
bulk of the work is already done when you start working on each new 
document.

  With an optimal proposal structure and design framework in place, let’s 
turn to tactics and strategies for creating kick-ass sales docs that you 
can get out the door and into your prospect’s inbox, pronto.

Creating
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There are three main methods for creating a business proposal: 
starting from scratch, duplicating an existing document, or creating 
from a template. Creating new documents from a template is the 
runaway favourite method, with almost two thirds of new proposals 
created from a template.

Proposal templates take the busy work out of creating a new proposal. 
With the bulk of the document designed and populated with 
pre-approved content, all you need to do is plug in the correct 
client and pricing information and you’re good to go. 

The shift to digital in sales isn’t going anywhere. The digital world 
is also an on-demand world. That means when a prospect asks for  
a proposal, they expect it right away. But if your proposal template 
isn’t working for you, it’s impossible to deliver on that expectation.  
If you can’t move at the pace of today’s business, you’re out of the 
race before it even starts.

Creating a proposal: three 
strategies, one clear winner.

64% 34% 2%
of proposals are created 

from a template 
are duplicated from 
existing proposals

are created 
from scratch

Proposal templates are the foundation of a consistent, 
predictable closing process.

Creating your sales docs from a template helps minimize 
costly errors. It also ensures reps can pull a proposal 
together quickly and get it out the door fast when the 
crunch is on.
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Creating a proposal doesn’t need to rest squarely on a sales rep’s 
shoulders. Sometimes it’s a good strategy for your potential buyer 
to pitch in, too. We found proposals that contain forms for clients to 
populate are both more likely to close, and close faster.

Many deals require more from customers than just a signature. From 
order confirmation to billing details, key milestones and detailed 
company information, there can be dozens of vital details that  
need to be collected. 

Asking a client to provide this information themselves not only 
ensures accuracy, it minimizes the tedious admin work that chews 
into selling time. Having them share the administrative legwork 
ensures you or your reps can seal the deal faster so you can set  
your sights on the next big win.

Asking clients to input 
information streamlines 
the close.

119.4%
Proposals with client forms 
have a 119.4% higher close 
rate and a 26% faster time to 
close than proposals with no 
client forms.

Capturing client information right inside the 
proposal streamlines the closing process.

Having your prospective client provide vital deal details 
ensures this information is captured accurately. It also 
makes deals more likely to close, and close faster.
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Creating a killer proposal is an important step in the closing process. 
But you can’t quite call it a done deal just yet. Next, you’ll need to get 
your proposal into your potential client’s hands.

It sounds simple enough, but the act of sending your proposal can be 
fraught with obstacles that threaten to slow down your deal. Now, more 
than ever, speed is the ultimate competitive advantage.

In this section, we’ll take a look at some important proposal delivery 
benchmarks so you can gauge how your process stacks up. We also 
offer tactical advice on building a workflow that ensures you outpace 
the competition every time.

Sending
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Nailing down a consistent workflow allows sales teams to move with speed and confidence in the closing stages of their sales process. 
The sales cliche time kills all deals holds up—proposals that get to prospects faster, close faster.

From create to close: the proposal journey.

The Data Is In: Faster Is Better
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15%50% 42.5%of proposals are opened 
within 5 minutes of sending.

are created and sent in 
15 minutes or less.

of proposals are won 
within 24 hours of 
opening.
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Over the years, we’ve kept a close eye on overall deal time to close 
(TTC). Our data goes back to 2015 and shows sales cycles shortening 
by an average of 6% year-over-year as technologies and processes 
improved. Then 2020 happened, and TTC dramatically accelerated—
deals took 44% less time to close.

In 2021, that trend continued. The average time it took for deals to 
move through the closing stages of the sales cycle accelerated again, 
making the total time to close decrease by 12.6%. 

Speed and efficiency have always been hallmarks of an effective 
closing process. Now, they’re critical. In a world forever changed by 
the pandemic, more and more prospects who reach the closing stage 
of a deal are serious about buying and ready to do so right away. 

Deal velocity continues to 
increase.

The average time between a prospect 
opening a proposal and winning the 
proposal decreased by 9 hours, which 
shortened velocity to close by 12.6%

The longer you wait to get a proposal to a ready-to-buy 
prospect, the less likely that deal is to close.

Proposals that get to prospects faster, close faster. Sales 
reps need to move with speed and confidence in the 
closing stages of a deal to stay ahead of the competition.
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Tracking & 
Following Up

Understanding the status of a deal after a proposal has been sent to  
a prospect used to be a complete black box. Sales reps would have to 
hold their breaths and reach out at random hoping that their deal was  
at the top of their prospect’s minds. Thankfully, those days are over.

Proposify gives sales teams detailed analytics once a proposal is in a 
prospect’s hands. For this chapter, we analyzed every single post-send 
interaction (anonymously, of course) to extract patterns and trends to  
help you keep track of your deal at this critical stage of the sales process.

Let’s dive into the once-murky world of what happens after a proposal  
is sent and shine a light on the bottom of the funnel once and for all. 



Tracking & 
Following 

Up
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For your potential buyers, the vast majority of sales documents 
aren’t one-and-done affairs, whichever way the deal ends up going. 
Prospects require some time to view your proposal and consider their 
best course of action. And based on our data, that’s okay.

The average proposal is viewed seven times before a buyer decides 
to accept. This trend has reversed from what we’ve seen in recent 
years; historically, successful proposals received fewer views than 
unsuccessful ones. However, this is no longer the case.

The lesson here is that it is critical to analyze your closing metrics to 
identify trends and patterns that you can leverage. Once you know 
these numbers, it’s much easier to see the warning signs when a deal 
isn’t doing so hot. You can also establish your own benchmarks and 
build activity-based tasks into your closing process so that the next 
time you send a proposal to a potential client, you won’t be in the dark.

Proposals are viewed 
multiple times before  
a decision is made. 7.1 times

On average, won proposals are viewed 7.1 
times. Lost proposals are viewed 5.1 times.Won Lost

Track your proposal metrics to identify patterns and 
set activity triggers.

Once you know your baseline metrics, you can build 
high-importance tasks into your sales process so you’re 
following up at the right time.
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Every now and then prospects who haven’t acted on a proposal after  
a certain amount of time need a gentle nudge to keep the deal moving.

The data suggests that a well-timed reminder not only keeps your 
proposals top-of-mind, it can help improve close rates, too. Plus, reps 
can be more efficient by setting up these reminders to automatically fire 
after a predetermined amount of time.

No matter how efficient your process or tight your deadlines, sometimes 
there are deals where prospects are busy, distracted, or just plain 
forgetful. Setting up automatic reminder emails to politely remind your 
buyer you’re still waiting on an answer to your proposal can mitigate  
this radio silence—and boost close rates.

Automatic reminders can 
help nudge buyers over 
the line. Proposals with scheduled 

reminders have a 35% higher 
close rate than proposals with 
no reminders.

Fortune is in the follow up.

Most deals don’t close themselves. A friendly, automated 
reminder email at just the right time can help get the deal done.
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It’s no secret that there’s often an element of chase in sales. 
Professional persistence is part of every good seller’s repertoire— 
and when done right it can go a long way.

How you follow up after a proposal is sent is critical. It can be the 
deciding factor that makes or breaks the deal. Too early and you risk 
alienating or annoying your prospect. Too late and you risk them 
going dark when you could have helped them move forward when 
their attention was on your deal. So how do you know when to best 
time your follow-up after a proposal is sent? 

The answer is in the data. For example, if you know your proposals 
get opened an average of five times before your prospect makes a 
decision, build high-importance tasks into your process for reps to 
reach out as soon as that doc is opened for a fifth time. 

The best follow-ups aren’t 
random. They’re informed, 
data-driven decisions.

The numbers we’ve outlined in this chapter are based on our analysis of 
millions of proposals. If you want to nail your follow-up process, it’s critical 
for you to establish your team’s baseline metrics. Once you know these 
numbers you can identify the patterns that indicate a deal may be  
in trouble and act before it goes dark.

“I see you’ve had a 
chance to view our 
proposal three or four 
times. What questions 
can I help you answer?”

4
Views

Time to View

2 min

Total View Time

19 min

Top viewed sections

1. Cover

2. Introduction

3. Our Services

4. Scope of Work

5. Timeline
18



Pricing, Discounting, 
& Negotiating

It’s no secret that the pricing section tends to see more foot traffic than any other. As compelling 
as the rest of the proposal may be, it’s often the first page potential buyers jump to. All the more 
reason to make this crucial section look, feel, and function at its most optimal.

After all, if the sales process so far has been tight, your reps have presented a compelling case  
to their prospects about why they can’t live without your solution, and the rest of the proposal 
has done its job, the decisions your buyers make on this page should be straightforward.

But then there’s the ever-present concern, perhaps the most important concern in sales—how 
should I deal with objections to my proposed pricing? This section covers data driven strategies 
that help you overcome pricing objections to get more deals closed.



Pricing

Proposify | State of Proposals 2022

Few high-touch deals revolve around a single item. There are often a 
range of different products, pricing tiers, optional extras, and upgrades 
sellers can present to potential buyers. How you present these pricing 
options can have a substantial impact on the success of the deal.

While handing over budgeting control to your prospect may sound like 
a recipe for disaster, giving them the ability to tailor the deal how they 
like it actually increases win rates. The close rate for proposals with 
interactive pricing is 35.8% higher than documents with static pricing.

Adding editable quantities, such as the number of software licenses, 
and optional items, like onboarding packages, also ups close rates. 
Don’t sleep on these golden opportunities for buyers to upsell 
themselves with optional extras and pricing bundles that may  
have otherwise gone unnoticed in an itemized list. 

Interactive pricing 
increases deal close rates.

Optimizing your pricing page can really pay off.

Bonus tip: Instead of Fees or Pricing, label your pricing 
section Your Investment. This subtle change in wording 
reminds potential buyers they’re making an investment 
in themselves, their team, and their company rather than 
incurring a cost.
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Proposals that include fee tables 
have a 35.8% higher close rate 
than those that don’t include 
fees inside the document.

Proposals with editable 
quantities have a 18.5% 

higher close rate.

Proposals with both optional rows 
and editable quantities have a 

20.2% higher close rate.

35.8%
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Proposals with a payment integration close at a higher rate than those 
without. We tested this by comparing the close rates of documents 
that use Proposify’s Stripe integration and those that didn’t. We found 
proposals with a Stripe integration are 36.5% more likely to close.

Closing the deal is hard enough. But securing payment can be a different 
kettle of fish. While a business proposal may not be the place to secure 
payment-in-full for a four-, five-, or six-figure deal, it is a good place to 
lock down a deposit.

Rolling a proposal, deal terms, and a deposit into one document shows 
your client you’re ready to get to work. Plus, not only does kick-starting 
the payment process make your job as a salesperson that much easier, 
but it will also make you the accounting department’s biggest fan.

Streamline your close by 
securing payment in your 
proposal. 36.5% Proposals with payment 

integrations have a 
36.5% higher close rate.

If you sign your proposal before you send it to your 
buyer, they are more likely to sign back and make a 
payment right away.
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Of all the contested topics in sales, whether or not to discount deals 
probably inspires the most heated debates. Rather than rely on opinion, 
we turned to the data to find out if discounting is in fact a viable  
sales tactic.

In 2021, proposals with discounts didn’t perform as well as full-priced 
proposals. When considering the impact of discounting on close rates, 
a discounted proposal had a 23.55% lower likelihood of closing. Other 
factors, such as the size of the discount, negatively impacts deal success 
rates—among proposals with a price reduction, a winning proposal has 
an average discount of 27%, while a losing proposal has an average 
discount of 36%.

This is the reverse of what we saw in 2020. Amid the economic 
uncertainty brought on by the pandemic, discounted deals closed at 
a higher rate as teams scrambled to secure revenue and get more 
business. This is not the case anymore. 

Discounted deals close at  
a lower rate than full-priced 
deals.

27% of unsuccessful deals are discounted, 
compared to only 20% of winning deals.

For proposals with discounts: Winning 
proposals have an average discount of 27%, 
while unsuccessful proposals have an average 
discount of 36%.

Discounting is a powerful tactic. Be careful how you use it.

While there are legitimate reasons to offer a discount, and 
some discounted proposals do still close, discounting is not 
a silver bullet that guarantees success.
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Discounted proposals have a 
close rate 23.6% lower than 
that of proposals without any 
discounts.

23.6%
Won
27%

Lost
36%

Won
20%

Lost
27%
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Revising the specifics of a proposal are commonplace once a deal 
enters the negotiation phase of the closing process. This data 
suggests it’s important to be open to these revisions, as success 
becomes more likely the more a proposal is sent.

We assessed the close rate of proposals that were viewed, edited, 
and viewed again. Documents sent multiple times converted at a far 
higher rate than the overall average. Proposals revised four times are 
78% more likely to close than proposals sent once. After five times, 
success starts to diminish—you can only revise so many times before 
the deal becomes unworkable. 

Now, this data doesn’t suggest that sending closing docs over and 
over and harassing your prospects until they sign is the surest way to 
a closed deal. Far from it—the proposals we analyzed were all opened 
and reviewed by the recipient before the sender made revisions and 
sent it again. 

Be willing to negotiate. Proposals revised once are  
48% more likely to close. 

Proposals revised twice are 
55% more likely to close. 

Proposals revised three 
times are 57% more likely 
to close.

Close Rate by Number of Times a Proposal is Sent

Number of Times Sent
1 2 3 4 5 6 7 8 9

Proposals sent multiple 
times are more likely 
to close than proposals 
sent once. 

For many deals, 
negotiation is always 
on the table. Our data 
suggests it’s worth being 
open to it. Just because a 
proposal is rejected once 
doesn’t mean you should 
give up on the deal. Quite 
the opposite. Willingness 
to negotiate can actually 
increase your close rate.

32%

47%

54%
57% 56%

51%
47%

42%

36%
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Sending a proposal to a prospective client often means the deal has 
entered the closing phase. Getting that doc out the door is a big step, 
but there’s still work to do to get your buyer to sign on the dotted line.

This section examines various methods for closing deals, and offers 
tactical advice to gain the competitive edge at closing time. 

Closing
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Use esignatures to improve close rates and deal time 
to close.
Make it easy for your client to sign off on your deals. 
Esignatures became a legally-binding method of signing 
documents over 20 years ago. If your prospects are still 
signing your closing docs with a pen, you’re decades behind.

It’s not a done deal until it’s got a signature, and when it comes 
to signing the data is crystal clear: Using esignatures to secure a 
deal makes them significantly more likely to close. Data shows that 
providing places for both clients and internal signees to esign can 
increase close rates by up to 426%.

Including esignatures on proposals can also improve time to close. 
Closing documents that include places for both buyers and sales 
reps to esign close 35% faster when compared to documents with no 
esignatures.

Signing electronically is not the only way to win a deal; proposals can 
also be accepted without being signed, or signed another way once a 
proposal is taken offline. But esignatures are by far the most effective 
and efficient way to close. The shift to remote sales over the past 
couple of years has solidified this trend beyond a doubt. If you’re still 
expecting prospects to physically sign proposals and contracts, you’re 
going to lose out on deals.

Esignatures significantly 
improve deal performance.

Increase in close rate compared to documents with no esignatures:

Proposals with esignatures assigned 
to both internal signees and clients.426%

Proposals with esignatures 
close 35% faster compared to 
proposals without.35%
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When your buyer receives a proposal that’s already signed by you or 
someone on your team, the only thing left to do to make it official is sign 
it themselves. This practice of countersigning is a quick way to score a 
win—signing your proposals first can increase close rates by 36.8%.

This can be accomplished a couple of different ways, whether or not 
you use proposal management software. Some sales reps include an 
image of their signature on the agreement page, while others will assign 
electronic signatures to themselves.

However you or the reps on your team decide to do it, this is a quick win 
that’s easy to implement. This seemingly simple action accomplishes 
several things that make the closing experience pleasant for your buyers: 
It projects your confidence in the deal, reduces back-and-forth chasing 
signatures, and sets your new client at ease with the knowledge there’s 
nothing left in the way to getting started on an exciting new initiative.

Quick win: sign your proposals 
before you send them.

36.8% Signing your proposals 
before sending can increase 
the close rate by 36.8%
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The insights in this report are based on original research and data analysis 
conducted at Proposify through January, 2021 to December, 2021.  
Data was collected from the Proposify database, which contains  
metadata from the sales proposals sent through our software.

The data we used for this report is entirely anonymous. All proposal text, 
personal and competitive information, pricing and financial data, and all 
other identifiable information was removed from the dataset before 
it was analyzed for this report.

A note on methodology: 
how we capture and analyze 
our data.



Discover the online proposal software that equips sales professionals  
with the data and quota-crushing insight you need to own your close.

We’re Proposify—the secret weapon more than 10,000 successful sales teams around the world  
rely on to build a winning closing process that minimizes costly mistakes and maximizes revenue.

Don’t you want a secret deal-closing weapon, too?  
Book a Proposify demo today and get ready to make every deal a closed deal.

Ready to make every deal a closed deal?

Book a Proposify Demo


